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In DEX 


Advertising 
“Bringing Agency Work In-House,” 
Zenker, Gary. (August, p. 61.) 
“Bringing Down the Walls,” Clark, 
Edwin. (February, p. 29.) 


“Creating a Partnership with Your Ad 
Agency,” Holliday, Karen Kahier. (July, 
p. 17.) 


“Ads That Win Awards Also Get 
Results,” Morrall, Katherine. (December, 


Card Technology 

“Hometown Pride Wins Credit Card 
Customers,” Boyle, Elizabeth A. (August, 
p. 47.) 


“Smart Cards Signal a Cashless Society,” 
Morrall, Katherine. (April, p. 13.) 


Conference Summary 

“Creativity, Achievement and Strategy 
Define the Annual Marketing Forum,” 
Lian, Tanja. (November, p. 34.) 


Customer Retention /Satistaction 

“Golden Handcuffs: Loyalty Programs 
that Retain Customers,” Morrall, 
Katherine. (August, p. 52.) 


“Keep Your Hands Off My Data,” 
Kearney, Robert E. (May, p. 19.) 


“Increasing Customer Satisfaction 
through Re-engineering,” Motley, L. Biff, 
and Wood Parker. (December, p. 13.) 


“Packaging Loyalty and Products,” 
Holliday, Karen Kahler. (September, p. 67.) 
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“What Do Your Customers Really 
Think?” Hotchkiss, D’Anne. (March, p. 13.) 


Corporate Communications /Image 
“A Corporate Identity Fable,” Peklo, 
Douglas A. (March, p. 29.) 


“Communicating: What Community 
Banks Do Best,” Holliday, Karen Kahler. 
(February, p. 15.) 


“Creating a Cohesive Image Through 
Branding,” Morrall, Katherine. (August, 
p. 23.) 


“New Twists in Image Campaigns,” 
Morrall, Katherine. (April, p. 49.) 


“The Five Key Rules of Market 
Positioning,” Stone, Doug. (December, 
p. 19.) 


Database Marketing /MCIF 

“MCIFs Help Piece Together 
Profitable Profiles,” Morrall, Katherine. 
(March, p. 22.) 


“Those Dazzling Databases: Choosing 
the Right Company,” Morrall, Katherine. 


(July, p. 97.) 


Direct Marketing 
“Direct Marketing Goes On-line,” 
Morrall, Katherine. (September, p. 21.) 


“How Hard Can It Be To Write a 
Direct Mail Letter?” Marchetti, Karen. 


(July, p. 23.) 


Investment Products 
“Up Front About the Fine Print,” 
Morrall, Katherine. (January, p. 16.) 


Market Segments /Market Research 
“Affinity Retail Marketing for the 21st 
Century,” Pranger, Gene. (March, p. 49.) 


“Bridging the Confidence Gap,” 
Holliday, Karen Kahler. (April, p. 40.) 


“Understanding Generation X,” 
Holliday, Karen Kahler. (December, p. 31.) 

“Filling the Information Gap,” 
Thomas, Vicki. (April, p. 23.) 


“Focusing on 15% of the Pie,” Hales, 
Michael G. (April, p. 29.) 


“Forging Bonds with the Mature 
Market,” Morrall, Katherine. (September, 
p. 45.) 


“Looking at Markets in a New Light,” 
Hotchkiss, D’Anne. (June, p. 52.) 


“How Well Do You Know Your 
Markets?” Morrall, Katherine. (June, p. 46.) 


“Keep Movers From Moving On,” 
Marvin, John D. (September, p. 75.) 


“Rolling Out the Red Carpet to Reach 
the Affluent Market,” Holliday, Karen 
Kahler. (October, p. 26.) 


“Say ‘Bienvenido’ to Lucrative 
Markets,” London, Bob, and Christopher 
Purdy. (November, p. 27.) 
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“Selling to Seniors,” 
(September, p. 61.) 


Conaway, Frank. 


“The Children’s Market Has Plenty of 
Appeal,” Morrall, Katherine. (February, 
p. 45.) 


“Two Extremes of Private Banking 
Clients,” Barnewall, Marilyn MacGruder. 
(October, p. 21.) 


Mapping 
“Mapping Plots Profitable Strategies,” 
Morrall, Katherine. (May, p. 61.) 


Mystery Shopping 
“Mystery Shopping: From Novelty to 
Necessity,” Leeds, Barry. (June, p. 17.) 


Newsletters 

“Newsletters: Cost-Effective Marketing 
Messages,” McCann, Barry R. (October, 
p. 33.) 
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Market,” Morrall, Katherine. (September, 
p. 45.) 
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Hotchkiss, D’Anne. (June, p. 52.) 


“How Well Do You Know Your 
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“Keep Movers From Moving On,” 
Marvin, John D. (September, p. 75.) 
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“Selling to Seniors,” 
(September, p. 61.) 


Conaway, Frank. 


“The Children’s Market Has Plenty of 
Appeal,” Morrall, Katherine. (February, 
p. 45.) 


“Two Extremes of Private Banking 
Clients,” Barnewall, Marilyn MacGruder. 
(October, p. 21.) 


Mapping 
“Mapping Plots Profitable Strategies,” 
Morrall, Katherine. (May, p. 61.) 


Mystery Shopping 
“Mystery Shopping: From Novelty to 
Necessity,” Leeds, Barry. (June, p. 17.) 


Newsletters 
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Messages,” McCann, Barry R. (October, 
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Off-site Banking 
“Shopping for Market Share,” Holliday, 
Karen Kahler. (November, p. 11.) 


On-line Banking 

“Banking on the Internet: Searching 
for a Competitive Edge,” Lian, Tanja. 
(July, p. 34.) 


“Businesses Turn to On-line 
Banking,” Morrall, Katherine. (January, 
p. 11.) 


“The Threat of the Piper: Losing 
Customers to High-Tech Competitors,” 
Lian, Tanja. (May, p. 24.) 


“One on One Banking,” Lian, Tanja. 
(February, p. 22.) 
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“Setting Up Your Bank Marketing Web 
Site,” Greenberg, Ken. (November, p. 20.) 


“Using Computers to Branch Out,” 
Holliday, Karen Kahler. (March, p. 57.) 


“Using Interactive Multimedia for 
Bank Marketing and Sales,” Perez, 
David. (May, p. 68.) 


“Who Will Guard the Gates to the 
Financial Services Industry?” Randle, 
William M. (April, p. 19.) 


Outsourcing 
“Outsourcing Refocuses Marketing’s 
Role,” Morrall, Katherine. (October, p. 40.) 


“Is Outsourcing Right For You?” 
Salvetti, Jack R., and Nancy D. Schell. 
(October, p. 45.) 


Profiles 
“Bankers Break Through the Glass 
Ceiling,” Holliday, Karen Kahler. (June, 
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FEATURE 


“BMA Board Says Nonbanks Are 
Biggest Threat,” Lian, Tanja. 
(September, p. 75.) 


“It's Time to Take Action!” Holliday, 
Karen Kahler. (June, p. 41.) 


“Six Luminaries Inducted Into the 
BMA Hall of Fame,” Lian, Tanja. 
(September, p. 32.) 


Profitability 
“How Much Is a Customer Worth?” 
Lingle, Shawn. (August, p. 13.) 


“Profitability Program Improves 
Efficiency and Marketing,” O’Heney, 
Sheila. (August, p. 19.) 


Sales Strategies 

“Coaxing the Salesperson Out of the 
Banker,” Holliday, Karen Kahler. (July, 
p. 29.) 


“Selecting the Right Number of 
Salespeople for the Job,” Boucher, Jim. 
(July, p. 102.) 


“Selling After the Sale,” Vavra, Terry 
G., Ph.D. (january, p. 27.) 


“The Computer: An Integral Part of 
Sales,” Morrall, Katherine. (November, 
p. 42.) 


Service Quality 

“Building the Bank on Total Quality 
Management,” Morrall, Katherine. 
(March, p. 64.) 


“Creating Tomorrow’s ‘Customer 
Bank’ Today,” Saurais, Gilles. (February, 
p. 55.) 
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ARTICLES 


“Quality: The Only Profit Strategy,” 
Harvey, Tom. (January, p. 43.) 


“Service Quality: The Culprit and the 
Cure,” Harvey, Tom. (June, p. 24.) 


Special Event Marketing 

“Event Sponsorship Can Bring Kudos 
and Recognition,” Rosenberg, Michael R., 
and Kimberly P. Woods. (May, p. 13.) 


“Celebrating Success,” Holliday, 
Karen Kahler. (August, p. 29.) 


Strategic Planning 

“Be Ready When Opportunity 
Knocks,” McComb, James A. (January, 
p. 49.) 


“Get Your Customers to Help With 
Your Budget Decisions,” Licata, Jane W., 
Ph.D., and Scott Jones. (September, p. 27.) 


“How Does Your Bank’s Marketing 
Size Up?” Terry, Dale R. (January p. 53.) 


“How to Prosper in the New 
Economy: 9 Winning Strategies,” 
Graham, John R. (December, p. 35.) 


“Mapping Out Effective Annual 
Business Plans,” Wichman, William. 
(November, p. 48.) 


“The Race for Market Competence,” 
Hall, Robert E. (May, p. 73.) 


Telemarketing 
“Smart Strategies in Telemarketing,” 
Morrall, Katherine. (October, p. 15.) 


“Telemarketing Can Reinforce Your 
Marketing Message,” Mullen, Joan. 
(December, p. 39.) 


1995 Resources 

January: Outsourcing, p. 62 

February: Newsletters/Brochures, p. 64 

March: Site Selection, p. 70 

April: Sales Training, p. 58 

May: Merchandising, p. 78 

June: Public Relations, p. 58 

July: Service Quality, p. 112 

August: Telemarketing, p. 68 

September: CRA Compliance, p. 92 

October: Customer Satisfaction 
Programs, p. 48 

November: Focus Groups, p. 54 

December: Database Marketing, p. 46 
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